Index—1984 


Electrical Wholesaling 1984 


Index to major stories 





Distributor case studies 
(alphabetically by company) 





Piercing the levels of factory automation 
Advance Electric Supply’s industrial sales 
department’s sales strategy meets the needs of 
tomorrow. Oct., p. 39 


Ready to go first class 

The 90,000-sq-ft building put up by Battey 
Machinery Co. in 1983 houses the latest in 
facilities design ideas. July, p. 59 


Reaching for new markets 

For years Baynes Electric Supply was a tradi- 
tional contractor-oriented wholesaler— until 
management shifted gears and moved into elec- 
tronic wire. Oct., p. 79 


Out in front 

Third generation brothers continue to shape the 
future of the 100-year-old Braid Electric Co. 
with youthful ideas. Apr., p. 65 


Man of many hats 
Brohl and Appell’s Harry Ebert carries a down- 
home casual style through deep commitments in 
politics, community service and a $5-million- 
a-year electrical supply business in Sandusky, 
Ohio. Mar., p. 69 


“Can-do” service 

For minority distributors is it double jeopardy, a 
free ride or business as usual? The principal of 
Cisco Electrical Supply Co. offers his views. 


Jan., p. 53 


A luminous niche 

The managers of St. Louis-based City Lighting 
Products express their views on value-adding 
specialization. Sept., p. 39 


Luis Zabala: The man and his message 

For NAED’s new head, president of Electric 
Supply of Salinas, communications is the mod- 
ern road to understanding. June, p. 57 


A sky full of fixtures 

A spectacular and unique chandelier for the 
Dallas Convention Center was the result of team 
effort. GESCO’s Dallas house was part of that 
team. Sept., p. 70 


A “people” approach to Maine’s paper 
industry 

Gilman Electrical Supply banks on the “person- 
al touch” to sell Maine’s paper mills and electri- 
cal contractors. Feb., p. 51 





Back to basics 

Keathley-Patterson Electric Co. in North Little 
Rock, Ark., finds the key to success is offering a 
service—and realizing a 6-time inventory turn 
in doing so. Dec., p. 41 


Jack of many industrial trades 

Electrical equipment is just one part—but an 
important part—of the diversified product pack- 
age The Leen Co. presents to Maine’s industrial 
customers. June, p. 87 


Making new inroads with winning ideas 
Detroit’s Madison Electric tackles residential 
construction, industrial accounts and the elec- 
tronics market with a branch network and a 
philosophy of being broad-based. Dec., p. 61 
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Untypical business as a wiring device 
specialist 

When Mohawk Electric Supply was a new 
company, it began selling wiring devices to other 
distributors who needed them in a hurry. Fifty 
years later, that’s still the company’s specialty 
But not the only specialty. May, p. 45 


Construction with a capital “C” 

Moore Electric Supply uses a well-thought-out 
approach to win big project business throughout 
the Southeast. July, p. 35 


Their word is their bond 

Nelson Electric Supply Co., Dallas, Tex., has 
three major markets—electrical, CATV and 
telephony —and it sells them all with top-notch 
service. Apr., p. 95 





Inside a controls distributor 

Pacific Control Supply is a single-source con- 
trols distributor for the modern automated facto- 
ry. Jan., p. 38 


How to hone an industrial edge 

Raybro Electric Supplies, Inc. sharpens its sales 
skills on industrials and utilities throughout the 
Sunshine State. Aug., p. 51 


Making friends in many markets 

Rockingham Electrical Supply faces the chal- 
lenge of serving its diverse customer base with 
inventory tailored to meet a variety of customer 
needs. Aug., p. 65 


Tradition and transition 

Stusser Electric Co. accents its traditional busi- 
ness with an industrial controls marketing effort 
May, p. 69 


Meeting future demands 

Things are changing at Tecot Electric Supply 
Co. But, in many ways, the more things change 
the more they remain the same. Oct., p. 55 


Climbing into a mountain market 

Vacation home construction attracted Bill Pope 
into starting Village Electrical Supply in New 
Hampshire’s White Mountains. July, p. 66 


Feature stories on the industry 





The dawn of the controls specialists 

They may be the newest specialized distributors 
in the electrical industry, but they’re gaining 
importance. Jan., p. 31 


Factory reps or independent reps? 

While there have been moves in both directions, 
the balance seems to be swinging toward inde- 
pendent reps. Feb., p. 59 


The telecommunications opportunity is now 
Changes in the telecommunications industry are 
creating new opportunities for electrical whole- 
salers. Feb., p. 71 


In Britain, consortia carve a big slice 
Norman Sellers discusses buying groups in the 
United Kingdom. Feb., p. 79 


The role of the rep 

Manufacturers and distributors have a lot of 
ideas— sometimes conflicting ideas— about what 
a rep’s function should be. Feb., p. 105 
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The foreign invasion 
The who’s, where’s, how’s and why’s of over- 
seas competition that is hitting U.S. electrical 
markets. Mar., p. 57 


Are price services too powerful? 

Responding to criticism voiced by electrical dis- 
tributors, Bill Gudie, in an exclusive interview, 
sets forth the philosophy that has won Trade 
Service Publications its present preeminence 
Mar., p. 72 


The Industry’s 250 Biggest Distributors 
ELECTRICAL WHOLESALING’s exclusive ranking 
of the largest companies in the electrical distri- 
bution industry. Apr., p. 71 


Selling to the federal government 

Doing business with Uncle Sam has its pluses 
and minuses. It helps to know the ins and outs 
Apr., p. 99 

Focusing in on electrical energy management 
Many electrical wholesalers have been doing a 
good business in energy management with their 
existing customer base. But with today’s new 
products come new competitors as well as new 
challenges. May, p. 51 


Turning wingers into winners 

That’s the aim of Sales Tech Corp., a unique 
firm committed to the idea that effective training 
can really make the ¢ifference. May, p. 79 


The small distributor gets into computers 

As more computer vendors target them, small 
electrical wholesalers are confronted with a 
growing number of options in software, hard- 
ware, services and systems. Choosing among 


them can be complex. June, p. 63 


Focus on the big chains 
Who they are, where they are, how they plan to 
grow. July, p. 43 


Trouble ahead? 

By all signs, 1984 will be a good year for 
electrical wholesalers, but there’s 
believe 1985 will be slow. Aug., p. 56 


reason to 


What is NAILD? 

It’s the National Association of Independent 
Lighting Distributors. In this article, Robert 
Mangano, the organization’s national secretary, 
reveals what NAILD is and what its members 
do. Sept., p. 49 


How the lamp makers see specialists 

GE, GTE Sylvania and North American Phil- 
ips respond to a variety of questions ranging 
from “How big is the market?” to “How do 
specialized lighting distributors figure into the 
picture?” Sept., p. 55 


A little knowledge doesn’t seem to help 
There is no available source for electrical dis- 
tributor managers or their people to cover the 
final step to professionalism as a specification 
lighting distributor. Here is “The Next Step.” 
Sept »?p 63 


The future is now for factory automation 
The turbulent technology of tomorrow offers 
technically-oriented electrical wholesalers many 
sales opportunities. Oct., p. 45 











Bar coding and the electrical industry 

Bar codes are leaving their mark in the food, 
health and drug industries. But do manufactur- 
ers and distributors want to use them on electri- 
cal products? Oct., p. 69 


How to write a business plan 

A simple, easy-to-follow set of worksheets that 
can form the foundation for your business plan- 
ning. Nov., p. 41 


What size is the market? 

EW’s handy guide—designed 
wholesaler managers or salespeople 
figuring out the dollars of business available in 
It’s complete with work- 
p. 69 


for electrical 
for use in 


local market areas 
sheets and instructions. Nov., 


What’s up with hospital work? 

Do the aging of the U.S. population and fore- 
casts for hospital and medical facilities work 
mean new sales opportunities for electrical 


wholesalers? Dec., p. 47 


i ae 
big comstrection projects 


oe eo a 


Market reports (geographic) 





The Philadelphia market is unique 
The market is changing from a manufacturing 
base to a service economy —and electrical whole- 


salers are changing with it. Apr., p. 83 


Good times forever? 

Everyone seems to be looking for a slice of the 
Florida market. But it is the in-state chains and 
Graybar that are said to have the biggesi shares. 
Aug., p. 39 


Regional Factbook 

A compendium of data that tells you electrical 
wholesalers’ sales, product mix and customer 
mix, as well as employment in major end-user 
markets, arranged by region, state and local 
area. Nov., p. 85 





a 


Interviews with supplier 
decision makers 





A control destiny 

An interview with Richard W 
man and president, Furnas Electric Co., 
the direction the company is moving in the 
industrial control market. Apr., p. 118 


Hansen, chair- 
covers 


Case studies on reps 





J. D. Martin Co. takes first place 

An EW survey shows an agency based in Dallas 
and Houston is nominated “top overall rep 
performer in the nation.” Feb., p. 64 


Articles for salespeople 





Sales slants in the 1984 NE Code 

The second installment on those changes in the 
1984 National Electrical Code that offer sales 
opportunities for electrical distributors and their 
salespeople. Jan., p. 57 


Discerning a pattern 
That’s critical to interpreting status symbols 
correctly. Jan., p. 63 


Sample selling a rhinoceros 
Order makers. Feb., p. 22 


Sales slants in the 1984 NE Code 
The third installment on changes in the 1984 
National Electrical Code. Feb., p. 90 


When there is a clash in a buyer’s interests 
The astute salesperson can thread a course to 
success when operating and psychic needs col- 
lide. Feb., p. 111 


Customers can be predictable 
A surer resolution of a negotiation is possible 
when the “unknowns” of behavior are elimi- 
nated in advance. Mar., p. 87 


Cutting the NE Code down to size 
Order makers. Apr., p. 58 


If a customer is a fence, find a way around it 
Substitution is often an effective strategy when 
someone follows a custom to avoid being labeled 
a maverick. Apr., p. 133 


Customer habits have deep roots 

But their original reason for being may have 
ceased. If so, then gently awakening the custom- 
er to that fact may work. May, p. 83 


Fresh ideas 
Order makers. June, p. 46 


Motors and their control 

Control products represent a tremendous sales 
opportunity for electrical distributor salespeo- 
ple—if they understand them. June, p. 93 


Like peas in a pod 
Order makers. Aug., p. 32 
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Assuring ‘fair play 
Whether it’s prices, service, entertainment or 
giveaways, customers expect equal treatment. 


Aug., p. 75 


When it’s wise to “stick to your guns” 
There are instances where urging a more 
advanced (and more expensive) system is in the 
buyer’s long-range interests. Sept., p. 79 


Climb aboard the time machine 
Order makers. Oct., p. 34 


Sales slants in the 1984 NE Code 
The fourth installment on the changes in the 
1984 National Electrical Code. Oct., p. 59 


Kidding can be dangerous 
If you must joke or poke fun in business, kid up 
not down. Oct., p. 95 


Honest reasons 
Order makers. Dec., p. 38 


Motors and their control 

In this second article in a series on control 
products of all types that represent a sales 
opportunity for electrical distributor salespeople, 
the author explains how motors and controllers 
work. Dec., p. 55 


Articles for managers 





Why wholesalers need objective standards 

for normal ordering 

Do you know how to decide how much to order 
under “normal” conditions? It will help you to 
make more effective use of your manual or 
computerized inventory system. Jan., p. 61 


Deducting meal expenses when you travel 
A tax attorney tells you how to keep your 
records under the new tax law. Jan., p. 72 


How to recruit on a college campus 

Whether you’re looking for professional engi- 
neers or people to work the warehouse, college 
recruits or interns could be the answer for you. 
Mar., p. 82 


How to profit from export cartels 

American companies, large and small, now have 
a new way to compete in the world marketplace. 
Mar., p. 97 


Seasonal variations can affect your ordering 
Seasonal variations in your product sales can 
make a great deal of difference in your ordering 
strategy. Apr., p. 141 


Tax incentives for computerization 
Both hardware and software are eligible for tax 
benefits. Apr., p. 169 


The computer as a warehouse tool 

An electrical distributor can save time, money, 
manpower and aggravation by using a computer 
to make warehouse work easier. June, p. 98 


How to prevent a product liability suit 
(And what to do if you are sued, anyway.) Aug., 
p. 71 








New tax benefits from old buildings 

The tax credit for rehabilitation of older build- 
ings may be electrical wholesalers’ most lucra- 
tive tax shelter. Sept., p. 83 


Pros and cons of ESOPs 
Electrical distributors are taking advantage of 
employee stock ownership plans. Oct., p. 85 


New requirements for charitable 
contributions 

A pending IRS regulation may require apprais- 
als for charitable contributions of inventory 
Oct., p. 91 


How to prevent or minimize fire loss 

While there is no absolute safeguard against 
fire, there are ways to minimize its potentially 
crippling effect. Oct., p. 99 


The foctory of the future: 
Fun sone chetrihutors it's atreadty here 


The carton lot problem reassessed 

This article, the first of a series on quantity 
purchases by item, introduces a simplified for- 
mula to use in making decisions on whether or 
not to buy the carton lot. Dec., p. 65 


Benefits from installment sales 

There are substantial tax savings available to 
you from a sale if payment is made to you in 
installments rather than in a lump sum. Only a 
few requirements must be met. Dec., p. 71 


Opinion from industry people 





What this industry needs is. . . 

George Dienes, vice president, O-Z/Gedney, 
urges industry-wide support and action in sever- 
al vital areas to solve some of the problems 
confronting us. Jan., p. 78 


Higher margins for higher tech 

Bill Younger supports the point of view that 
distributors must realize adequate profit on 
high-tech lines. Feb., p. 119 





The approach to high-tech and electronics 
can be active or passive 

Dennis Tulimieri, a manufacturers’ representa- 
tive, speaks out, saying the industry must take 
an active role vis a vis electronics. Apr., p. 182 


PCs give distributors entree into industrial 
automation 

George Hartwell from H&E Electric Supply 
speaks out on how a distributor can benefit from 
selling programmable controllers. May, p. 94 


High-tech products and “old-fashioned” 
selling 

Bill Younger reveals no less than 19 significant 
changes in the selling of industrial products in 
the last 5-10 years. June, p. 104 


In the words of the profits. . . 
Bill Floyd of Kearns Electrical Supply speaks 
out on his firm belief that eroding profit margins 
are the major problem in the electrical wholesal- 
ing industry today. June, p. 110 


Mr. Indispensable 

Ron Friedman, a salesman with Midland Elec- 
tric Co., speaks out with a tribute to all those 
people in the industry who can’t be replaced at 
any cost. July, p. 86 


The impact of high tech on distributor 
inventories 

Bill Younger explains why distributors should 
get higher margins for higher tech. Sept., p. 87 


How big a commitment to factory 
automation? 

Steve Mader, vice president-marketing for 
Gould Inc., Programmable Control Division, 
speaks out, outlining the hard choices and sacri- 
fices distributors must make to succeed in the 
factory automation market. Oct., p. 134 


“Since when am I my vendor’s bookkeeper?” 
Steve Tecot, president, Tecot Electric Supply 
Co., speaks out on the inequities in some sup- 
pliers’ recent changes in their terms of payment 
for their distributors. Nov., p. 138 


Editorials 


Getting set for automation 
Times and trends. Jan., p. 10 


“Pll get it for you wholesale” 
Off the cuff. Jan., p. 16 


Could Iaccoca succeed in aircraft? 
Times and trends: Feb., p. 10 


The genealogy of A. Tito Robot 
Off the cuff. Feb., p. 16 


World target: Our electrical marketplace 
Times and trends. Mar., p. 10 


Wanted: Better PR 
Off the cuff. Mar., p. 16 


Let’s stop exploiting each other 
Times and trends. Apr., p. 12 
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Let’s hear it from the reps 
Off the cuff. Apr., p. 25 


Training and the bottom line 


Times and trends. May, p. 12 


There ain’t no such animal 
Off the cuff. May, p. 14 


Focusing on buying groups 
limes and trends. June, p. 12 


Specification lighting: What is it? 
Off the cuff. June, p. 21 


From Hooper to Schylling: Switch in style 
and substance 
limes and trends. July, p. 12 


The negotiators 
Off the cuff. July, p. 18 


The industry’s big numbers 


limes and trends. Aug., p. 12 


The penny pinchers 
Off the cuff. Aug., p. 16 


A bright specialty; Graybar’s stunning 
decision 
Times and trends. Sept., p. 12 


Trivia a la electric 
Off the cuff. Sept., p. 16 








NEMA’s shining success; Wire & cable’s 
non-stop depression 
Times and trends. Oct., p. 14 


Respect the specs 
Off the cuff. Oct., p. 18 


Distributors’ dilemmas 
Times and trends. Nov., p. 12 


The case against public ownership 
Off the cuff. Nov., p. 16 


The biggest surprise of 1984 


Times and trends. Dec., p. 12 


The indispensable wholesalers 
Off the cuff. Dec., p. 16 


Coverage of 
selected conventions 





Where electric meets electronic 
A major electronics show has opened its doors to 
electrical distributors. Jan., p. 45 


The choice is ours 
The program and highlights of NEMRA’s 14th 


annual conference. Feb., p. 135 





NAED holds national convention in 
Philadelphia 

An emotional farewell to long-time NAED 
executive director Art Hooper marked the 76th 
annual convention. July, p. 75 


Are EASA members diving into motor sales? 
One of the most talked about topics at EASA’s 
5lst annual convention was how to get into 
motor sales. Sept., p. 90 


Increasing competition in residential lighting 
The AHLI annual convention focused on 
today’s consumer—and today’s competition. 
Dec., p. 74 


Listings 


Directory to controls distributors 
A guide that tells who they are, where they are 
and what they carry. Jan., p. 35 


Top rep performers honor roll 

The names of those independent manufacturers’ 
representatives who were cited for top perform- 
ance by suppliers and distributors. Feb., p. 67 


The Industry’s 250 Biggest Distributors 
ELECTRICAL WHOLESALING’s exclusive ranking 
of the largest companies in the electrical distri- 
bution industry. Apr., p. 71 
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